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BGEN 360-03: INTERNATIONAL BUSINESS (3 credits) 
Course Outline, Fall 2014
Dr. Nader H. Shooshtari Office Hours:
Office: GBB 302 9:30-11:00 am, Monday, Wednesday & by
E-Mail: nader. s ho o s 1U a riir/u m o nt ana.edu appointment.
Phone: 243-6701
Required Text:
Daniels, Radcbaugh. and Sullivan, International Business. Custom Book, Pearson Custom Library.
Power Point slides/lecture outlines and related course documents will be posted on Moodle. 
Course Objectives:
• Develop an understanding of important concepts and practices when conducting business internationally
• Create and enhance students understanding of the nature and sensitivities of conducting business in a global 
business enviromnent and its implications for the U.S. economy
Class Structure. Participation, and Conduct:
This course combines a variety of techniques, including lectures, cases, class discussions and instructional videos to 
enhance student learning about international business. The classroom is a place for learning the material being 
taught. I expect you to show up, be prepared and contribute. You cannot participate if you are not there! Class 
attendance and participation account for ten percent of your overall grade.
All students need to be familiar with the Student Conduct Code. The Code is available for review online at 
http://www.umt.edu/SA/VPSA/index.cfm/page/1321. Please note that it is a form of academic misconduct to submit 
work that was previously used in another course. All students must practice academic honesty. Academic 
misconduct is subject to an academic penalty by the course instructor and/or a disciplinary sanction by the 
University.
Professionalism: Classroom professionalism is to be maintained at all times. Our goal is to create a positive, 
courteous, and respectful enviromnent that is conducive to learning. Pagers and cell phones are to be turned off 
during class time. Personal or side conversations while class is in session are not allowed. No walking in and out of 
class while class is in session. For more information, students should refer to SoBA Code of Professional 
Conduct at http://www.business.umt.edu/Soba/SoBAEthics/CodeofProfessionalConduct.aspx
DSS: Reasonable accommodations are available for students who have a documented disability. Please notify me 
during the first week of class of any accommodations needed for the course. All accoimnodations must be approved 
through the Disability Services for Students (DSS) in Loimnasson Center 154, phone: 243-2243
Written Case Assignments:
Select two cases from the several assigned cases that are available for you to choose from. For each case, you are 
required to turn in a three-page, hard copy synopsis (double spaced) of your answers to the assigned case questions 
at the beginning of the class period when the case is due. Cases are graded based on the quality of your answers as 
well as format (spelling, graimnar and syntax). You must be in attendance for in-class discussion of cases. Do 
not submit your synopsis electronically or have someone else turn it in for you.
Examinations:
There are three multiple-choice exams in this class. They are based on assigned material from the text and lectures.
I do not allow students to take exams at any time other than the time indicated on the schedule, unless the student is 
involved in a University activity on that day. The student must provide to me, in advance and in writing, 
confirmation of the student’s involvement, the specific activity and the dates of the activities from the 
coach/coordinator. The dates for the exams are indicated on the schedule provided. Please plan your other activities
accordingly. The exam with the lowest grade accounts for 20% of your overall grade instead of 25% each for the 
other two exams.
Grades will be weighted in the following manner:
Three Exams (25%, 25%, 20%) 70%
Discussion Cases (two cases, 10% each) 20%
Class Attendance/Participation________________________________10%
Total 100%
COURSE GRADES ARE ASSIGNED AS FOLLOWS (grades are not curved):_________________________
A 93 or more points (93% and up)
A - 90 to 92.9 points (90 to 92.9%)
B + 87 to 89.9 points (87 to 89.9%)
B 83 to 86.9 points (83 to 86.9%)
B - 80 to 82.9 points (80 to 82.9%)
C + 77 to 79.9 points (77 to 79.9%)
c 73 to 76.9 points (73 to 76.9%)
c- 70 to 72.9 points (70 to 72.9%)
D 60 to 69.9 points (60 to 69.9%)
F 59.9 or fewer points (< 59.9%)
IMPORTANT NOTE: There are no opportunities to do additional work for extra credit in this class so make sure 
you do things right the first time around.
Email
According to University policy, faculty may only communicate with students regarding academic issues via official 
UM email accounts.
School of Business Administration/Mission Statement
The University of Montana’s School of Business Administration is a collegial learning community dedicated to the 
teaching, exploration, and application of the knowledge and skills necessary to succeed in a competitive 
marketplace.
School of Business Administration/Assessment and Assurance of Learning
The University of Montana’s School of Business Administration is a collegial learning community dedicated to the 
teaching, exploration, and application of the knowledge and skills necessary to succeed in a competitive 
marketplace.
As part of our assessment process and assurance-of-leaming standards, the School of Business Administration has 
adopted these learning goals for our undergraduate students:
■ Learning Goal 1 -  SoBA graduates will possess fundamental business knowledge.
■ Learning Goal 2 -  SoBA graduates will be able to integrate business knowledge.
■ Learning Goal 3 -  SoBA graduates will be effective communicators.
■ Learning Goal 4 -  SoBA graduates will possess problem solving skills
■ Learning Goal 5 -  SoBA graduates will have an ethical awareness.
■ Learning Goal 6 -  SoBA graduates will be proficient users of technology.
■ Learning Goal 7 -  SoBA graduates will understand the global business environment in which they
operate.
BGEN 360 -  Class Schedule
DATE TOPICS ASSIGNMENTS
Aug. 25, 27 Globalization and International Business Ch. 1
Sept.l, 3 Monday, Sept. 1 (Labor Day -  No Class!) Ch. 1 tContinuedl.
Sept. 8, 10 The Cultural Environments Facing Business Ch. 2 -  Case: Carnival Cruise Lines, p. 24. 
Synopsis due Sept. 10 (Qs. 3,7,8).
Sept. 15, 17 The Political and Legal Environments Facing Business Ch. 3 -  Case: It’s a Knockoff World, p. 128. 
Synopsis due Sept. 17 (Qs. 5,6,7).
Sept. 22, 24 International Trade and Factor-Mobility Theory Ch. 4 -  Case: Ecuador: A Rosy ... ? P. 172. 
Synopsis due Sept. 24 (Qs. 3,5).
Sept. 29, Oct. 
1
Exam I -  Monday, September 29
Government Influence on Trade
Exam includes Chs. 1- 4 — Ch. 5
Oct. 6, 8 Governmental Influence on Trade (continued) Ch. 5 (Continued) -  Case: U.S. Cuba Trade, p. 
204. Synopsis due Oct. 8 (Qs. 3,4).
Oct. 13, 15 Cross-National Cooperation and Agreements Ch. 6 -  Case: Walmart Goes South, P. 244. 
Synopsis due Oct. 15 (Qs. 4,5).
Oct. 20, 22 Global Foreign-Exchange Markets Ch. 7
Oct. 27, 29 The Determination of Exchange Rates Ch. 8 -  Case: Welcome to the World of Sony p. 
313. Synopsis due Oct. 29 (Qs. 3,4,5).
Nov. 3, 5 The Strategy of International Business Ch. 9
Nov. 10, 12 Exam II -  November 10 — Export and Import Exam includes Chs. 5-9 — Ch. 10
Nov. 17, 19 Direct Investment and Collaborative Strategies Ch. 11 -  Case: The Oneworld Airline Alliance, 
p. 454. Synopsis due Nov. 19 (Qs. 3,4,6).
Nov. 24, 26 Marketing Globally -  Wed. Nov. 26, No Class! Ch. 12
Dec. 1, 3 International Human Resource Management Ch. 13
Final Exam Exam III -  Dec 12,8:00-10:00 am Exam includes Chs. 10-13.
